


1989 Subject Index 


ADVERTISING (also see MARKETING) 

Creating Classified Ads That Attract The Best; Sachs; 
December, 34 

Taking On The Yellow Pages; Day; November, 53 


CO—MANAGEMENT 

Co-Management As A Key To Private Practice Survival; 
Baldwin; June, 41 

Co-Management: Building A Solid Foundation; Potter; 
Jenuary, 33 


COMPUTERS 

Buying The Right Computer System; Maino; August, 73 

Case Study: Applying Computers As Marketing Tools; Stein; 
January, 98 

How Do O.D.’s Use Their Computers?; Weber, Drum, 
Frost; January, 51 

Keeping Your Computer System Safe And Secure; Maino 
and Maino; August, 88 

Misadventures In Computerland; Farkas; June, 55 

Paving Your Way Through The Software Jungle; Brown; 
August, 77 

Purchasing A Computer: What To Consider, Brown, Cook, 
Davidson; January, 41 


CONTACT LENSES 

Capturing The Contact Lens Teen Market; Semmelmayer; 
March, 62 

Contact Lens Recall Techniques; Shaw; October, 48 

Developing A Contact Lens Fee System For The 1990s—And 
Beyond; Campbell; February, 66 

Disposable Contact Lens Management; Gailmard; May, 73 

Disposable Lenses Don’t Dispose of Your Legal 
Responsibilities; Classé, Harris; May, 78 

Do Specialists Practice Differently?; Bennett; January, 70 

Fitting Children With Contact Lenses; Oliphant; August, 49 

Following The Polycarbonate Trend; Drew; May, 94 

Moving To RGPs; Hansen; September, 76 

Selling Solutions: Techniques For Future Success; Smith; 
February, 59 

Service Agreement Strategies For 21st Century Survival; 
Ritzer; February, 29 

Soft Toric Contacts: Economic Implications; DePaolis; July, 
64 

Specialty Contacts: A Niche For The Future; Shaw; February, 43 

TPAs In CL Practice: Their Role Today & Tomorrow; 
Christensen; February, 35 

You Can’t Make A Living Cleaning Lenses; Koetting; June, 
68 

Update On The Contact Lens Market; Bennett; July, 49 


DISPENSING (also see SP™CTACLE LENSES) 

A Guide To UV Sunglass Protection; Drew; January, 87 

Avoiding Lens Loosening; Drew; July, 104 

Caring For Eyewear—Professionally; Drew; March, 82 

Communicating With Patients In The Dispensary; Smith; 
January, 92 

Control Your Inventory Without Getting Framed; Price; 
March, 88 

Drive-Up Dispensing; Wood; May, 86 

Following The Polycarbonate Trend; Drew; May, 94 

Interpupillary Distance: Taking The Precise Measurement; 
Drew; June, 86 





Lighting Up The Dispensary; Haase; April, 130 

Offering Occupational Eyewear; Drew; September, 106 

Ophthalmic Dispensing For Older Patients; Drew; November, 
72 

Pantoscopic Tilt In Fitting Eyewear; Drew; October, 82 

Prescription Limitations On Frame Styling; Welling; May, 
102 

Should You Carry Preglazed Reading Glasses?; Drew: 
February, 104 

Understanding Liability In The Optical Dispensary; Young; 
June, 90 

Use Slab-Off For Better Binocular Vision; Drew; December, 46 

Young People And Eyewear; Drew; August, 107 


EDUCATION 

Conducting In-Office Field Trips For School Children; Lilly; 
August, 56 

Putting Visual Science Libraries To Work For You; Reed; 
August, 98 


EQUIPMENT & INSTRUMENTATION 

Automated Refractors Can Help Build Your Practice; Reto; 
June, 66 

Equipment Purchasing: Staying Up To Date; Gay; April, 36 

1989 Instrumentation And Equipment Directory (special 
pullout section); April 

Running Your Own In-Office Lab; Kloos; May, 57 

Update On Contrast Sensitivity; July, 94 


FEES 

Annual Survey: How Do Your Fees Compare?; Kloos; 
October, 21 

Collection Strategies That Maximize Cash Flow; Miles; 
January, 72 

Developing A Contact Lens Fee System For The 1990s—And 
Beyond; Campbell; February, 66 


FINANCIAL (also see TAXES) 

An Income Statement Spreadsheet For Your Practice; 
Lieberman; March, 71 

Annual Income Survey: What Did You Earn In ’88; Kloos; 
July, 33 

Calculating Your Practice’s Worth; Christensen; March, 45 

Collecting Accounts Receivable; Petrie; June, 27 

Collection Strategies That Maximize Cash Flow; Miles; 
January, 72 

Nuts And Bolts Of Retirement Plans; Petrie; November, 23 

Optometric Practice Sales; Petrie; May, 24 

Shift Your Income To Save Taxes; Block; November, 60 


HUMOR 
The Optometric Termaholic’s Dictionary; Wodis; December, 54 


INSURANCE 

Business Insurance—What You Need; Petrie; january, 25 

Disability Income Insurance: What To Look For; Josselson, 
Heaton; April, 103 

Insurance For The New Optometric Practice; Pctrie; 
September, 19 
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INTERPROFESSIONAL RELATIONS 

Do Specialists Practice Differently?; Bennett; January, 70 

Family Physicians: Their Referral Potential; Jackson; July, 79 

Improving The O.D.-M.D. Connection; Marino; May, 29 

Military Optometry: One Career Option; Anan; September, 92 

Recent O.D. Grads: Facing The Challenge Of A Changing 
Profession; Kloos; April, 39 

Responding To Media Attacks; Scholles; February, 83 

State Of The Ophthalmic Industry; Bennett; May, 40 

State Of The Optometric Profession; Bennett; April, 27 

Student Survey: Beyond Graduation; Marino; March, 54 

Today’s Nursing Homes: Where Are The O.D.’s?; Day; 
November, 27 


LEGAL 

Malpractice: A New Era Dawns; Classé, Harris; September, 28 

Preventing Credit Card Fraud; Sachs; November, 64 

Understanding Liability In The Optical Dispensary; Young; 
June, 90 

Update: Optometry, The Law & You; Classé; February, 72 


MARKETING (also see ADVERTISING) 

Conducting In-Office Field Trips For Children; Lilly; August, 
56 

Developing An Optometric Service Brochure; Cook; June, 59 

Developing A Practice Brochure; Stein; March, 100 

Developing A Practice Logo; Stein; June, 99 

How To Be A Super Salesperson; Vaughn; February, 108 

How To Market Your Professional Expertise; Stein; April, 
136 

Marketing Tints: An Innovative Approach; Cypress; April, 
113 

Marketing Tips From The Pros; Kloos; October, 37 

Marketing To Attract More Children; Stein; September, 112 

Marketing To Young Patients; Stein; August, 116 

Responding To Media Attacks; Scholles; February, 83 

Secret To Selling More Eyewear; Stein; July, 109 

Using Letters To Generate Physician Referrals; Dodge; May, 50 


PAEDICERE 

Getting Through The Medicare Red Tape; Rush; October, 74 

Violating Medicare Rules Could Be Costly; Keller; September, 
56 


OFFICE 
Finding The Right Second Office Location; Gabriel; September, 
46 


Maintaining Records; Petrie; August, 36 

Running Your Own In-Office Lab: Ups and Downs; 
Gailmard; May, 73 

Should You Open A Second Office; Smith; September, 39 

When A Fire Strikes Your Office; Farkas, Kassalow; September 
64 


PARTNERSHIP PRACTICE 

Associate Agreements; Petrie; October, 18 

Nuts And Bolts Of Retirement Plans; Petrie; November, 23 
Optometric Practice Sales; Petrie; May, 24 


PATIENT RELATIONS 

Capturing And Keeping The Senior Patient; Scipione; 
November, 42 

Catering To The Children In Your Practice; Zaba; January, 
80 
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Conducting In-Office Field Trips Fro School Children; Lilly; 
August, 56 

“Doctor, Can I Have A Copy of My . . .”’; Classe, Harris; 
December, 19 

Feeling Crabby; Duchnowski; February, 96 

Fitting Children With Contact Lenses; Oliphant; August, 49 

How Is Your Emergency Phone Response?; Jarnagin, 
Bennett; October, 62 

How To Handle Difficult Patients; Stein; October, 94 

How To Manage Patients With Emotional Problems; Miller 
and Miller; September, 97 

Information For The Patient On Hold; Snyder; March, 60 

Key Elements Of Generating Referrals; Marin; July, 72 

Opening Up Your Practice To Infants; McQuillan; August, 39 

Ophthalmic Dispensing For Older Patients; Drew; November, 
72 

Personalities: Can You Mix And Match?; Christensen; 
December, 29 

Remember The Person Behind The Eyes; Handler; February, 
88 

Taking The Headache Out Of Recall; Freeman; July, 87 

Today’s Nursing Homes: Where Are The O.D.’s?; Day; 
November, 27 

Understanding The Older Patient Population; Anan; 
November, 35 


PERSONNEL RELATIONS 

A Part-Time Approach To Staff Employment; Miller; January, 
58 

Don’t Hire A Turkey; Miller and Miller; April, 87 

How IRS Code Section 89 Affects Employee Benefits; Petrie; 
March, 29 

Turning The Heat On Employee Pilfering; Day; September, 84 

Seven Steps For Interviewing And Hiring Employees; Stein; 
May, 112 

Streamline Your Management; Elmstrom; October, 68 

Using Interrogative Management; Elmstrom; July, 56 

Utilize Your Staff To Full Potential; Miles; October, 53 


PHARMACEUTICALS 

Managing Pharmaceuticals In Your Practice; Smith; March, 
35 

Routine Pupil Dilation: A Management Dilemma; Gailmard; 
September, 23 

TPAs In CL Practice: Their Role Today And Tomorrow; 
Christensen; February, 35 


PRACTICE MANAGEMENT 

Control Your Inventory Without Getting Framed; Price; 
March, 38 

Disposable Contact Lens Management; Gailmard; May, 73 

Earthquake Fallout; Elmstrom; December, 41 

How Is Your Emergency Phone Response?; Jarnagin, 
Bennett; October, 62 

Preventing Credit Card Fraud; Sachs; November, 64 

Turning The Heat On Employee Pilfering; Day; September, 84 

Should You Open A Second Office?; Smith; September, 39 

Strategic Planning For Your Practice; Petrie; July, 30 

Streamline Your Management; Elmstrom; October, 68 

Ten Commandments Of Practice Success; Koetting; January, 
64 

Ten Things To Learn While Dining Out; Koetting; October, 58 


SPECTACLE LENSES (also see DISPENSING) 
A Guide To UV Sunglass Protection; Drew; January, 87 
Avoiding Lens Loosening; Drew; July, 104 








Building A Progressive Lens Practice; Kloos; October, 42 

Caring For Anti-Reflection Coated Lenses; Drew; April, 127 

Caring For Eyewear—Professionally; Drew; March, 82 

Following The Polycarbonate Trend; Drew; May, 94 

Marketing Tints: An Innovative Approach; Cypress; April, 
113 

Should You Carry Pre-Glazed Reading Glasses?; Drew; 
February, 104 

Use Slab-Off For Better Binocular Vision; Drew; December, 


TAXES 

Prepare Yourself For The Kiddie Tax; Block; August, 58 
Shift Your Income To Save Taxes; Block; November, 60 
Vacation And Business Travel Deductions; Petrie; April, 20 
Year-End Tax Strategies; Petrie; December, 16 


THIRD-PARTY PROGRAMS 

Cutting Through The Medicare Red Tape; Rush; October, 74 

Handling Third Party Rejections; Malicky; August, 95 

The Status Of Third Party Programs; Bennett; June, 47 

Third Parties: Adapting To Changing Times; Rush; June, 30 

Violating Medicare Rules Could Be Costly; Keller; September, 
56 


VISION THERAPY 
Starting A Vision Therapy Practice; Berne; August, 58 
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